


Back by popular demand, the AEC Sales & Marketing Workshop is 
a two-day event that will provide your sales and marketing team 
with practical, industry-focused data and information with topics 
designed to increase sales, productivity and profitability.

From extrusion market information and sales & marketing strategizing to 
marketing your brand, the Sales & Marketing Workshop program is focused 
specifically on the tools, benchmarking and industry intelligence you need  
to succeed.

Who Should Attend
All those associated with the selling or marketing process should attend  
this valuable event, including:

• Sales and marketing leaders
• Business leaders
• Key account managers
• Leaders of small- and medium-sized extruders.

The Team Advantage
Bring your sales team to take advantage of the wealth of knowledge offered 
at this important workshop! Your entire team will get an intensive education 
on tactics, methods and strategies to improve profitability and sales—and 
the information is focused on the unique characteristics of the aluminum 
extrusion industry. 

Then, take advantage of the of what you and your team has learned and 
put it right into practice by combining the workshop with your team sales 
meetings before or after the event!

Save with Early and Team Discounts
Send your team to enhance the knowledge of your entire sales and 
marketing staff!  And, save money with early and team registration 
discounts; register by Monday, September 25, 2017. See registration  
form for details.
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 DAY TWO       
The second day features a sales training program from author 
and sales consultant Jeff Fox, founder of Fox & Company, a 
management consulting firm. He has written 12 international 
best-selling books, and regularly speaks to organizations 
and company sales forces on how to “dollarize” their value 
proposition to overcome the price objection and shorten the 
sales cycle. 

What You Will Learn
 DAY ONE  
The first day of the Workshop is an intensive industry-focused 
seminar developed to help you understand the markets, 
become strategic and improve your profitability.

SESSION I: EXTRUSION MARKETS will cover the current 
dynamics in the aluminum and aluminum extrusion markets.  

SESSION II: MARKET STRATEGIES will outline how to develop a 
strategic offering for the markets and customers you serve.

SESSION III: ACCOUNT STRATEGIES will provide guidance on 
customer segmentation, purchasing tactics and improving 
profitability.

Hilton Rosemont – Chicago O’Hare Hotel 
5500 N. River Road • Rosemont, Illinois 60018 
Online reservations:  www.AEC.org/Sales-MarketingWorkshop 
ph:  847.678.4488

A block of rooms is being held at the discounted rate of $189 (single or double) per 
room. To receive the special rate based on availability, make your room reservation online 
using the link provided on the AEC website (preferred) or by phone directly with the Hilton 
Rosemont/Chicago O’Hare Hotel no later than Monday, September 25, 2017. If booking 
your room by phone be sure to mention AEC to get the special rate.

THE LOCATION



MONDAY, OCTOBER 16   

5:00 p.m. – 6:00 p.m.  Registration Open
6:00 p.m. – 7:00 p.m.  Welcome Reception
 Join industry colleagues to kick off the Sales & Marketing  
 Workshop with conversation, networking and refreshments.

TUESDAY, OCTOBER 17   
7:00 a.m. – 5:00 p.m.  Registration Open
7:15 p.m. – 8:00 a.m.  Continental Breakfast 
8:00 a.m. – 5:00 p.m.  GENERAL SESSION 

PROGRAM HIGHLIGHTS

 SESSION I: Extrusion Markets   
8:00 a.m. – 10:30 a.m.  

Extrusion Overview
 Lynn Brown, Consulting Collaborative

The North American extrusion industry is currently in the 8th year 
of recovery from the “great recession” of 2007-2009, and is closing 
in on the longest upturn in over 45 years.  Yet shipments have yet 
to reach the 2006 peak, not to mention the even higher 1999 
summit. And today’s market – on both the demand side and the 
supply side – looks very different from that of pre-recession. This 
session will look at the customer side and the current competitive 
landscape as a foundation for addressing sales and marketing 
challenges going forward.

Fair Trade Update
 Jeff Henderson, AEC President

In this session we will cover our progress in AEC’s trade case 
against China. We will review key scope rulings, tariffs, 5050 alloy, 
and myriad of enforcement issues. If you are seeing possible trade 
violations taking place at your customers, then you will want to be 
sure to attend this session.
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Aluminum Producers Industry Analysis
 Matt Aboud, Hydro Aluminum

Taking an aluminum producers’ point of view, Hydro’s VP of 
North America Primary Metals-Commercial, Matt Aboud, will 
offer an industry outlook covering a number of issues that 
affect extruders, such as LME and Midwest Premium evolution 
and outlooks, P1020 and warehousing situation, billet supply 
landscape, trends, capacity changes, imports  
and more.   

 SESSION II: Market Strategies 
10:30 a.m. – Noon  

Marketing Your Brand
 Bob Convery, Matalco, Inc.
Every business wants to be a customers’ first choice. Building 
and managing a brand can play a significant part in making 
that happen. The concept of a brand extends far beyond just 
a corporation’s logo to its core values and to every interaction 
that it has with their customers and suppliers. In effect, a brand 
creates and maintains a company’s reputation and so reflects their 
customers’ experience of their organization. The brand is what an 
enterprise is actually selling to its customers, not just a product 
or service for which there may already be numerous existing 
providers. A strong brand can make any business stand out from 
the crowd, particularly in competitive markets.

Sustainability
 Matthew Castle, Alcoa, Inc.
The importance and number of sustainability related concepts 
are constantly growing, in North America as well as globally. 
This session aims to describe the processes and opportunities 
for product differentiation in the aluminum extrusion industry in 
regards to sustainability.  Alcoa as a recognized sustainability 
leader with 15 years on the Dow Jones Sustainability Index and 
member of the Aluminum Stewardship Initiative will give their views 
on this hot topic.

Noon – 1:00 p.m.     LUNCH

THE PROGRAM



This invaluable workshop is NOT intended to tell you how to sell aluminum 
extrusions. Instead this Business Excellence program is designed to equip you 
and your business with the tools needed to develop your very own strategic sales 
and marketing program. The content of this program will be reviewed by AEC 
counsel and fully vetted to meet the most rigorous antitrust standards. AEC reserves the right to alter the schedule or substitute speakers as needed.

TUESDAY, OCTOBER 17 –continued 

 SESSION III: Account Strategies 
1:00 p.m. – 4:30 p.m.  

Customer Strategies – From Value Leakers to Profitability
 Jason Naff, Foy, Inc.
Using Foy, Inc.’s , EPICS: Extrusion Production Information and 
Control System software as an example, Jason Naff, V.P. of Foy, 
Inc. will discuss the ways a good computerized production system 
or Manufacturing Execution System (MES) can help extrusion 
companies become more efficient and profitable.

Customer Segmentation – Looking for Patterns in the Chaos
 Jeff Henderson, AEC
In this session we will walk through a customer segmentation 
process that when applied to your own business can change the 
way you currently operate. Finding patterns successfully in the data 
when reviewing your customer portfolio can enable your operation 
to function more efficiently and profitably. Applying that learning 
into customer offerings and operational alignment will unlock 
margins you never knew existed.

Customer Support
 Casey Henderson, The Sanford Organization
Everyday your customers call or email your plant for answers. How 
are those inquiries handled? What does best-in-class look like? 
How can you train and lead your customer service department in a 
way that creates the best possible experience for your clients? All 
of those questions and more will be address in this presentation 
from TSO’s VP of Operations, Casey Henderson. Casey will draw 
upon her past years of experience as Quality Manager for Chase 
Mortgage call centers to teach us how to be best-in-class in this 
area.

Noon – 1:00 p.m.    RECEPTION 
Connect with colleagues and enjoy food and refreshments  
in a relaxed atmosphere. 

WEDNESDAY, OCTOBER 18   
7:30 a.m. – 8:00 a.m.  Breakfast Buffet

8:00 a.m. – 11:45 a.m.  GENERAL SESSION

Sales Training Program:  How to be a Rainmaker
 Jeff Fox, Fox & Company
As founder of Fox & Company, Jeff Fox has been helping 
clients grow revenues and increase gross margins. He 
frequently speaks to sales companies and sales teams 
on topics including value-added selling, sales leadership, 
customer service, strategic marketing and more. Learn how 
to get appointments with the elusive decision maker. See 
how to develop a dollarized value proposition to overcome 
the price objection and to shorten the sales cycle. Review 
the selling rules and tips of Rainmakers, those sales 
professionals that write all the premium priced business and 
make the most money. Bring your toughest selling challenges 
to the workshop.

www.aec.org 

phone: 847.416.7219 
fax:      847.526.3993 
email:   mail@aec.org

AEC.org/Sales-MarketingWorkshop



Sales & Marketing Workshop 
October 17 – 18, 2017

Registration Fees 
Early and Team registration discounts are available. Choose the rate for which you are registering.

Method of Payment 
  My check or bank draft for $  in net U.S. funds is enclosed as full payment of  

 registration fees. Make check payable to the Aluminum Extruders Council.

  Or charge my credit card for $  . 
 Please check one:     MasterCard       Visa       American Express       Discover

Full Name      

Preferred First Name for Badge      

Title   Email    

Company     

Mailing Address     

City, State/Province    Zip/Postal Code   Country  

Telephone     Fax    

Spouse’s Name (if attending)          

Spouse’s Email (if attending)          

 Check here if you require accommodations to fully participate. AEC will contact you.

Registration fees include all program sessions, scheduled meals, receptions and break refreshments. 

Use one form for each person attending. This form may be photocopied for additional people.  
Only those registered may attend. Registration is not complete until payment has been received.

Hotel Information
Hilton Rosemont / Chicago O’Hare Hotel 
5500 N. River Road 
Rosemont, Illinois 60018 
ph:  847.678.4488 

A block of rooms has been reserved for 
workshop participants at the Hilton Rosemont/
Chicago O’Hare Hotel for the nights of October 
15 — 17. The group room rate is $189 per night 
for single or double. To take advantage of 
this discounted rate, make your reservations 
directly with the hotel before Monday, 
September 25, 2017. For reservations,  
call 847.928.6176  
and request the group rate for the Aluminum 
Extruders Council.

Send completed registration forms  
and payment to:

1000 N. Rand Road, Suite 214 
Wauconda, Illinois  60084  USA 
secure fax:  847.526.3993 
phone:  847.416.7219 

NOTE: For your protection, please do not 
e-mail form with credit card information. 
Please fax or mail completed form to AEC. 

Questions?
email: mail@aec.org or 
 or ljurcenko@tso.net 
NOTE: For your protection, please do not 
e-mail form with credit card information. 
Please fax or mail completed form to AEC. 

Cancellation
Registration fees will be refunded only if 
written notice is received at the Executive 
Office on or before October 9, 2017.  
A 20 percent administrative fee will be 
deducted from the refund. Attendee 
substitutions may be made at any time.

FOR AEC OFFICE USE ONLY      
DATE  

ID#  

TYPE  

CK #  

AMT $  

BADGE  

Required for credit card payments: 

Printed Name of Cardholder    

Signature   

Billing Address (if different than above)   
   
- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -
For your protection, this portion of the form will be destroyed after processing your credit card information.

Card Number     

Exp. Date   V-Code  
  (3- or 4-digit verification code on card)

REGISTRATION FORM
Register online at  

AEC.org/Sales-MarketingWorkshop

SALES & MARKETING WORKSHOP 
U.S. dollars only

Early 
by 9/25/17

Regular 
after 9/25/17 Totals

  Individual $ 595 $ 695 $

  Team * $ 545 $ 645 $

Grand Total  = $

* Team discounts are available for companies registering two or more representatives. To qualify for the Team 
Discount of $50 off per person, all registrations must be submitted and paid together. If cancellation occurs 
and fewer than two representatives attend, the appropriate fee will be charged. Delegate substitution may be 
made at any time. 



1000 N. Rand Road, Suite 214 
Wauconda, IL 60084  USA

Sales & Marketing Workshop 
October 17 – 18, 2017 
Hilton Rosemont / Chicago O’Hare Hotel 
Rosemont, Illinois  USA

Sales & Marketing  
Workshop 
October 17 – 18, 2017 
Hilton Rosemont 
Chicago O’Hare Hotel 
Rosemont, Illinois  USA

Practical, industry-focused data and 
information designed to increase your 
sales, productivity and profitability!

Hurry! Register online at  

AEC.org/Sales-MarketingWorkshop

CALLING ALL SALES & MARKETING LEADERS 
BUSINESS LEADERS • KEY ACCOUNT MANGERS 
SMALL & MID-SIZED EXTRUDERS


